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Now the market competition of carton packaging industry is very fierce, the products are 
becoming more and more homogenization, the most enterprise performance rely on the 
market to boost sales. So sales staffs’ quality and ability has become the enterprise's key of 
competitiveness, more and more enterprises began to pay attention to improve sales team 
building and personal ability. 
Training is an effective way to improve the ability, but also a systematic work. Due to 
various subjective and objective factors affect and restrict, a lot of enterprise training did not 
achieve the expected effect, which affects the realization of the strategic target of the 
enterprise. Many enterprises are facing a common problem: How to effectively enhance the 
training effect. 
The JA packaging group enterprise sales staff as the research object through the 
introduction of the post competency model. Put forward the training system optimization 
program of sales staff of JA group packaging enterprises, on the basis of constructing the 
competency model of sales staff. The main idea of this paper is to optimize the training system 
from the angle of the position competency model. 
On the process of building sales staff competency model: firstly, the author obtains 
the competency quality alternative table by the literature review method; secondly, 
through the behavior event interview and the information coding for interview results to 
extract the competency elements; then through the questionnaire survey method to verify 
the competency elements; finally, the validity analysis to validate the competency model. 
Based on analysis of the training system of existing enterprises in the case, based on the 
competency model to construct the training system of various components, including 
training needs analysis, training plan making, training effectiveness evaluation and 
training support system optimization and so on. 
Due to the pertinence of training needs and training evaluation to the position 
competency model, the optimized training system get better training effect. Competency 
model provides reference value for packaging enterprise sales staff recruitment and sales 
management personnel selection and promotion, also provide some reference for other 
enterprises in the same industry sales personnel training system optimization. 
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有两个造纸基地和 14 个瓦楞纸箱印刷包装厂以及 6 个海外废纸收购公司。在业务布
局上，集团目前已打通造纸产业链的各个环节，在同行业中具备一定的竞争优势，
2015 年集团总产值规模排在全国造纸企业前十名。目前集团拥有造纸产能 310 万吨，
瓦楞纸箱生产能力 10 亿平方米，年产值 120 亿元。 
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